Abstract: The present 
entrepreneurs. According to her, many libraries whether special, corporate, private or public are facing a similar scenario: "do more with less and less." Stanton (1981) "marketing is a total system of interacting business activities to plan, price, promote and distribute want satisfying products & services and present to potential customers".
DEFINATION
Kotler (1996) Marketing means working with markets to actualize potential exchanges for the purpose of satisfying human needs and wants. It is the process of planning and executing the conception, pricing, promotion and distribution of goods, services and ideas to create exchanges with target groups that satisfy customer and organizational objectives.
MARKETING STRATEGIES OF LIC's
Marketing strategy is a comprehensive, integrated and coordinated plan that combines four marketing elements, commonly called the "4Ps" they are: Product, Price, Place and Promotion and 3Ps of the marketing mix are: Participants, Physical Evidence and Process.
 Product (Service): Defining the characteristics (quality, design, reputation, credibility, authority) of library product or service to meet the needs of the customers (users).
 Price: Deciding on a pricing strategy. If the library decides not to change for a given service, it is useful to realize that this is still a pricing strategy. Identifying the total cost of the user is a part of price element.  Promotion: this includes advertising, personal selling (i.e. attending exhibitions), sales promotions (i.e. special; offers), and atmospherics (creating the right impression through the working environment). Public relation is included within promotion by many marketing people.  Place: looking at the location (i.e. library), distribution channel (where a service is delivered), geographical coverage, telecommunication, travels, etc. we can extend the number of P"s-the two, which are usually seen as useful additions for services (including information services).  People: The essential ingredient (staff/personnel) for providing effective information service among users. Good information services are not likely to be delivered by people who are unskilled or de motivated.
 Process: The way in which the user gets hold of the service (i.e. the way in which a document or a search can be ordered). The library or information services for users in a convenient way (i.e. the help of information technology may be taken if need).
 Physical Evidence: The environment in which the reference and information services are delivered that facilitates the performance and communication of the service (Koontz and Rockwood, 2001 ).
II. Review Of Related Literature
The review of the literature is an important part of scientific approach and is carried out in all the areas of research. VIJ (2012) reviewed studies has been undertaken to discuss the development of information society, the libraries have also gone through a transformation. Libraries were much like a service industry where user satisfaction was supreme. The author dealt with the marketing of library products and services in India. Due to the pressure of growing technologies, expectations of users, high maintenance costs and reducing budget, the need of marketing of library products & services has increased considerably. The marketing process of library products and services needed strategic planning. The major finding of the survey revealed to cover all those activities based on techniques, obstacles & requirement of effective professional skills in marketing of library products and services in India.
Anagreh (2012) reviewed studies has been undertaken to discuss the concept of research appeals for the library to be a recreational and scientific organization consistent with the local community, and interacts within the framework of the market mechanism qualifying it to face the challenges of the modern era and as well as creating self-funding library. The traditional presentation of the library services was not in line with the requirements of the marketing concepts. So, the concept of library as service organization has to be modified to meet consumer"s perceptions of the present generations through highlighting the library as an attractive organization. The development of the activity of the university library required providing further additional services; such as photocopy services, cinema halls, and entertainment facilities for children, cafeteria, as well as providing the library with natural landscaping scenes and scientific atmospheres that encouraged the educational process. Enabling the library to play its leading role as a productive organization in accordance with the ""supply and demand mechanism"" required also reformulation its marketing mix which allows the library to disseminate knowledge, raise the scientific level of the population categories and delivery of information to the largest number of citizens.
Makori (2011) conducted a study of marketing of information products & services in research libraries in Kenya. The author found that the literature survey were currently published articles & the researcher"s professional experience. The major finding of the survey reveal useful facts about the marketing was basic and essential management process for promoting information products and services in university research libraries. The study emphasized the marketing avails university research libraries were unique opportunity to provide quality, demand based, and user oriented information products & services.
Gupta (2010) surveyed the introductory studies remarked on the definition of marketing, the evolution of library & information services (LIS) marketing was explained. The author found that the research described that how marketing was applied to LIS over the years. Marketing was also related to other concepts used in the management of LIS. The major finding of the survey revealed a useful fact about the role of professional associations in diffusing marketing theory was portrayed & the importance of education addressed. The entry ends with a reflection on the future on marketing for LIS.
Aharony (2009) Reviewed studies has been undertaken to explore the attitudes of school, academic & public librarians towards marketing libraries. A structure of questionnaire examined whether personality characteristics such as empowerment, extroversion and resistance to change influence librarians attitudes towards the marketing of libraries. The study was gathered from 150 participants by using the research tools as: a personal details questionnaire, extroversion/introversion questionnaire, attitudes towards marketing a library questionnaire, a resistance to change questionnaire and an empowerment questionnaire. The major findings of the survey reveal useful facts that research was the positive correlation between personal characteristics: empowerment, extroversion and resistance to change and attitudes towards marketing libraries. He emphasized the idea that librarians of all branches should be exposed to marketing concepts in order to maintain their central position as information providers despite and within the new technologies.
Popoola (2008)
Reviewed studies has been undertaken to discuss faculty awareness & use of library information products and services in South West Nigeria Universities. Systematic random sampling method was used to select 446 faculty members from a population of 4,459 in the universities. A questionnaire formed the major instrument for data gathering. The response rate achieved was 89.7% and the reliability coefficient of the questionnaire used was 0.72%. The study emphasized the idea that there was a significant difference in faculty awareness of available library products & services.
Munshi (2008) conducted a case study of marketing approach aimed at determining the needs, wants and demands of the target clients through designing and delivering appropriate products and services more effectively for the purpose of achieving organizational goals and objectives. It was an attempt to conceptualize the strategic approaches of marketing mix to library and information centers. Finally, it recognized some benefits of proposed marketing plan.
Amritpal Kaur (2007) Reviewed studies has been undertaken to assess the attitude of users towards the marketing of information services and products of university research libraries. A structured questionnaire was distributed among the library users of four universities of Punjab and Chandigarh. The responses were gathered from 1237 users (241 teachers, 271 research scholars and 725 postgraduate students). The major findings of the survey revealed useful facts about marketing of information products and services. More than 61% were willing to pay for developed information services and 57% for developed information products.
Sharma and Choudhary (2005) conducted a case study of All India Management Association (AIMA) Library. The authors found that experience of marketing of information services and products was very encouraging at the AIMA Library. The users" satisfaction assessment was overall good, which was evident from the fact that users were constantly asking for information through all possible means say e-mail, telephone, fax, mail and personal visits. Revenues generation of AIMA Library through products and services was also good and it was moving towards self sufficiency. The author"s opinion that at present when library budgets were shrinking, marketing of its products was earnestly required. It discussed the role of these LICs including marketing approach, need and application of a marketing program with the help of a survey. For the survey data were collected through a detailed mailed questionnaire along with interviews. The major findings of the survey revealed useful facts that librarians have a positive attitude towards the different aspects of marketing of a library"s information products/services. The study recommended that currently efforts for increasing user awareness and separate financial support were requisite for efficient marketing.
Neuhaus and Snowden (2003) conducted a case study of Rod Library of University of Northern Lowa. The Rod Library Marketing Committee created by Dean of Library Services in 1999 to better co-ordinate the library marketing efforts were able to heighten faculty and student awareness of library resources and services. Various marketing efforts and experiments such as promotional newsletters, e-mail postings, and student surveys were employed for the purpose.
Ganguly and Kar (2002) conducted a case study of Tata Energy and Research Institute (TERI), New Delhi and stated that TERI-LIC"s experience of marketing was very encouraging. Its wide range of products and services was marketed and disseminated to the end user through an effective marketing strategy. Most of the services and products were price-based.
Tadasad and Talikoti (2000) surveyed the users of the City Central Library of Gulbarga to find out the extent of awareness and utilization of resources, services and facilities provided by the library. The findings of the survey revealed that a significant proportion of the users were unaware of the resources, services and facilities of the library. The study emphasized the need for organizing regular awareness program to increase the optimum utilization of the resources, services and facilities of the library.
Pandya (2001) conducted a survey of the M S University of Baroda to explore the feasibility of marketing library and information services and products. The findings of the survey revealed that almost all the respondents depend upon the library for satisfying their information requirements. More than 80% of the research scholars and 92% of the deposit members were ready to pay library membership fee on yearly basis which indicated that money was not a constraint if quality services and products were provided on time.
Respondents ranging from 52% to 72% were ready to pay for value added services such as CD-ROM searches, on-line searches, translation service, e-mail, SDI and CAS which were likely to be introduced in future by the library.
III. Research Methodology
For the purpose of the study, a questionnaire was designed (Appendix-1). The questionnaire was pretested before using it with the survey population. All the respondents were given the same questionnaire irrespective of their status. The questionnaire was distributed to any those respondents who willingly agreed to participate in the study. The respondents were interviewed also to fill in the gaps, if any.
OBJECTIVES OF THE STUDY
The present study intends to investigate the following objectives:  To examine and access the information products & services provided by the kurukshetra university library in the disciplines of social science.  To identify the information needs of Teachers and Research Scholars and willingness to pay for the Information products & services by kurukshetra university library in the disciplines of social science.  To investigate the knowledge of awareness of marketing of Information Product & Services in kurukshetra university library in the disciplines of social science.  To examine and understand the common problem faced by the users to access the information Product & services in kurukshetra university library in the disciplines of social science.
SCOPE OF THE STUDY
The study is being undertaken in order to identify the usability of Marketing of information products & services available in kurukshetra university library in the disciplines of Social Sciences. The study will include research scholars & faculty of all the seven departments viz Economics, History, Political Science, Social Work, Public Administration, Sociology, & also Psychology following under the Social sciences.
STATEMENT OF THE PROBLEMS
Documentation activities of a country are very much interred linked with the research & developmental efforts of the country. Research libraries spend huge amounts every year in building up their collections and offering library services. But these are of no use if these are not used to satisfy information needs of the library users. Effective utilization of resources and services can be achieved through marketing approach. It can assist them in the task of designing, developing and delivering appropriate services and products. Therefore, it is inevitable to know the attitudes towards marketing of information products & services among the librarian and users. Thus, the topic of my research is 
More than 5 hours Table 8 . shows that only 65% of the users reported that the directories is never use while only 5.83% of the users that it is always use for their areas of activity. More than 50% of the social science respondents used those information products such as news bulletin, data analysis, bibliographic lists, SDI, and literature search are always and 41.66% sometimes. It shows the market potentialities of these products in the kurukshetra university library. 75% teachers and research scholars stated that the information bulletins are always used in the library. Abstracts lists is always useful to 50% of the users. 62.50% of the users stated that the new additions lists in library are always useful and current awareness bulletin is valuable to 75% of the respondents. Table. 9 reveal the respondents ready to pay for kurukshetra university library regarding various information products of marketing. 100% respondents are never pay to information products i.e. directories, news bulletin, data analysis statistics and literature searcher available in library. 50% users are always paid to charge the current awareness & bibliographic lists both in library and also 66.66% users always pay to abstracts lists and maximum social science teachers and research scholars sometimes pay to information products i.e. information bulletin, SDI bulletin, and new additions lists in library. Table 11 . indicates that 50% of the users are strongly agreed by working hours of the library are inconvenient, 25% agree. 37.50% of the social science teachers & research scholars are strongly agree reported the inability of the library collection to provide current or specialized information and 12.50% agree with the statement. Most of the 58.33% respondents are strongly agreed get the information from other libraries by research work and current information in the field of subject.
V. Finding Of The Survey
 Marketing of information products and services in kurukshetra university library in the disciplines of social science users used more by males i.e. by 53.57% than female users.  Marketing of information products and services used by the library research scholars 66.66% and professors 15% than the junior faculty members.  43.33% respondents were always using the library daily and 14.16% sometimes and also 14.16% users were always using the library once in a week, 6.66% twice in a week.  20.83% respondents were always using the library by occasionally.  In social science 29.16% respondents were 30 to 2 hours time spends in the library, 26.66 % respondents were sometimes. Only 23.33% of the users spend less than 30 minutes, 20.83% sometimes.  94.16% users were using the library for research needs, 70.83% users were education purpose for using the library.  54.16% social science respondents were always current information regarding using the library, and 29.16% sometimes.  In social science 79.16% users were using the journals/articles in kurukshetra university library.  89.16% of the users always using the current awareness services and 5.83% sometimes.  More than 79.16% of the users were always using the SDI service in the library, only 5% sometimes and 15.83% never.  Most of the respondents 76.66% were always using the reference service and 17.50% sometimes in the library  More than 93.33% teachers and research scholars always use the library service most of them literature search.  79.16% respondents always used the indexing and abstracting service in the library.  100% respondents were never to pay for information services i.e. CAS, SDI, newspaper, standards information, literature search and abstracting service available in library.  66.66% users were always paid to charge the photocopy of periodicals in library.
 51.66% users always paid to patents information and maximum social science teachers and research scholars sometimes pay to information services i.e. reference service, translation service, inter library loan service, and indexing service in library.  65% of the users reported that the directories were never used while only 5.83% of the users that it was always used for their areas of activity.  50% of the social science respondents used those information products such as news bulletin, data analysis, bibliographic lists, SDI, and literature search were always and 41.66% sometimes.  75% teachers and research scholars stated that the information bulletins were always used in the library.  100% respondents never paid to information products i.e. directories, news bulletin, data analysis statistics and literature searcher in library.  50% users were always paid to charge the current awareness & bibliographic lists in kurukshetra university library.  66.66% users always paid to abstracts lists and maximum social science users sometimes paid to information products i.e. information bulletin, SDI bulletin, and new additions lists in library.  More than 92% of the respondents were awared of the basic library services among which leading of books 89.16%, reservation of books 79.16% and also same renewal of books.  More than 70.83% users were awared but not in use SDI service in library.  50% of the respondents were used and aware about digital repository service and 54.16% about reference service.  Document printing service utilized by 50% of the respondents while document scanning service by only 12.5% of the users. 83.33% of the users were awared and use the internet service in kurukshetra university library.  CD/DVD based services 87.50% and institutional repository service 90% were awared of by the respondents but only 45% were utilized.  50% of the users were strongly agreed by working hours of the library were inconvenient, 25% agreed.  37.50% of the social science teachers & research scholars were strongly agreed reported the inability of the library collection to provide current or specialized information and 12.50% agreed with the statement.  58.33% respondents were strongly agreed to get the information from other libraries by research work and current information in the field of subject.
Based on the findings, the following Suggestions are put forward to improve the marketing of information products and services in kurukshetra university library.  An intensive effort was required from the part of the top management of the library, and authorities of the concerned universities to overcome the identified weakness.  To improve the library personnel should be made aware of the concepts and principles of modern marketing. So provide better provision for the library staff to attend in-service and career advancement courses and also most of the respondents were willing to pay for information products & services imply that they rely on the quality of information products than the existing products, which were freely available.  Kurukshetra university library have to restructure or develop some of the existing products and services and to start new services based on market analysis.  Most of respondents were suggested that Kurukshetra University library should take necessary steps to install plasma or LCD screen in the library entrance hall to display notices and information (photographs, videos etc.) of their information services and products.  Kurukshetra university library should be adopted some of the marketing and promotional strategies including publications, programmers of events, media and effective presentation of information products and services through the library website.  Library web 24/7( 24 hours 7 days in a week) access, initiating information desk with liaison librarians, information literacy programmers, establishment of virtual reference-telephone, e-mail and chat reference service were the major ways to increase the marketing orientation in the library.  Staff should be facilitated through workshops and seminars to acquire and sharpen ICT skills, which will enable them to market the information services and products of the university libraries in Kerala by designing the websites and portals that will enhance the image of the library.
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